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Brands struggle to meet the needs of their buyers, sellers, marketers and partners

of buyer’s time spent
meeting with potential suppliers

in journey interactions

average deal cycle

Sources: Gartner, The B2B Buying Journey; McKinsey & Company, Global B2B Pulse;
IDC, B2B Technology Buyer Survey; Forrester, B2B Buying Survey
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Next-gen B2B Experiences require
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High-value B2B use cases

Unify and activate campaign-ready audiences to automate 
real-time personalized experiences

Understand customer behaviors to orchestrate complex 
customer journeys

Streamline and automate account-based sales and marketing 
engagement using unified data

Launch and optimize global web marketing channels and 
customer experiences
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Oct 2023

Elevating 

Marketing in 

B2B Enterprises
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Brand Preference.

Revenue Growth.

Customer Experience.

For B2B companies, marketing must become the engine that drives

A recent study by the CMO Council and Deloitte found that:

CMOs have been increasingly asked to elevate their activities from brand and marketing plan management to acting as an 

enterprise-wide revenue driver that taps into the hearts and minds of customers. 
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Complex 

Technology

Cultural 

Shift

Scarce 

Resources

Complex 

Products 

The existing technologies 

in place for manufacturers 

are expensive to manage 

and extend.

Customers need lots of 

product information on 

complex products to make 

decisions and solve their 

problems.

Finding the right people is 

difficult. B2B is not a “sexy” 

market for people with 

digital skills. 

Ongoing expertise, best 

practices, troubleshooting 

and product use 

recommendations

Digital in B2B is Complex
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Buying is a Job. 

Utility is the 

Experience. 

Consumer shopping 

and discovery 

experiences

FROM TO

“Make your customers’ job easier and they will come back. 

If they come back, they will spend more”
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FROM TO
Looking for Product Attract & Loyalty

Brand Experience bases on UX Design but more than the interface
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And for B2B,  devil is always in details
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Awards
Preferred supplier to 

Adobe for Consulting and 

M&A

Adobe acquires Accelio – a 

platform Deloitte delivered, and 

go-to-market relationship begins

Deloitte contracted to 

transform adobe.com into a 

full ecommerce engine

Deloitte select Adobe Experience 

Cloud as the single platform to power 

Deloitte.com globally

Adobe acquire Magento –

Deloitte immediately partner 

with Vaimo to safely build 

capacity and capability

2002

2018

Adobe makes acquisitions to 

create their Experience Cloud, 

we followed each by hiring 

and/or partnering on each 

platform

2005-15

Supplier

Supplier

Customer

Customer

Partner

Partner

2009

2012

1994

Assets

GLOBAL SPECIALIZED

Adobe Campaign
GLOBAL SPECIALIZED

Adobe Experience 

Manager

GLOBAL SPECIALIZED

Adobe Analytics

Our 25-year journey with Adobe
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Take Deloitte.com as example – global site with local experience 
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We are continuing looking for transformation opportunities 

FROM TO
Deloitte.com Deloittedigital.com
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B2B Marketing: Deloitte offering architecture
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